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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

When will you start? 

How will you gauge your progress? When? Using which metrics? 

ACTION PLAN 1
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Wotential Challenges? Wotential ^olutions?

What sƉecific actions will you taŬe to achieve your goal? Who can helƉ you?


	1: Increase parts sales by 5% before the year end. To increase I want to address the need to sell accessories. 
	1_2: Accessories is something we already carry, so running campaigns and creating bundles for accessories will increase our sales and gross numbers. 
	1_3: We stay exactly where we are. Our accessory sales are extremely small. With a tough economy as is any effort at this point towards accessories will benefit not just parts but also service (which indirectly helps us with sales/gross figures). 
	When will you start: End of September
	1_6: Tracking sales revenue on a week to week basis. Set monthly goals. 
	1_8: I will be tracking our work with our marketing/customer relations manager. Will work on targeted marketing campaigns, referral programs, loyalty programs to incentivise repear purchaes and referrals. 

Also by working with our service department we can work on upselling or planting the seed in current monthly specials for accessries. I think creating an accessory menu that customers can look at while they wait for service can do a lot of benefits. Could create sales months down the road. We will change them up based on season. Example, all weather mats for fall/winter or remote start for winter.

Creating a “While you’re here” special. Customers that purchase an accessory while in the service drive automatically qualify for a promo that can be applied to an order. 

Adding the accessory program to our mailer via mail and email. We already send one out monthly so adding this program will help get closer to our goal. 
	1_9: Staying creative with the seasonal idea’s. Accessories are supposed to be a fun purchase for there car or self. 

Also being prepared to have the right amount of accessories in stock. If we are successful at getting our mressage out we better be ready to fufill those orders/purchases. 
	1_11: Ordering the right accessories based on that current months promotion. Since these will change based on the season we want to have the right parts in stock. 


